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TRADE CENTER OFFERS COURSE ON DOING BUSINESS IN EMERGING MARKETS 
MISSOULA—
As the 21st Century draws near, Montana businesses will find new opportunities in the global 
marketplace, most notably in emerging market countries.
To help businesses benefit from these opportunities, the Montana World Trade Center, in 
conjunction with The University of Montana School of Business Administration, is sponsoring an 
intense immersion course titled “Doing Business in Emerging Markets.”
The four-day course, which runs Aug. 2-6, will focus on breaking into the markets in Latin 
American, Russia, Central Europe and Asia’s Association of Southeast Nations (ASEAN). The 
course will explore the dynamics of emerging markets and discuss the myths associated with them.
The seminar will begin by examining the characteristics and trends of emerging markets, 
country profiles and economic trends, as well as infrastructure issues which impact entry into 
emerging markets. It will then examine moving from strategic planning to action and the art of the 
deal. Finally, the course will discuss how accessing emerging markets is different from other 
markets and how to adapt once a company has entered a country’s market.
“Today, emerging markets are the United States’ most important trade partners -  more than’ 
Japan and Western Europe combined,” said Arnie Sherman, executive director of the Montana 
World Trade Center. “ASEAN, MERCOSUR (a Latin America free trade area), and Russian and
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Central European markets offer U.S. businesses unique opportunities to build long-term relationships 
and leverage those developing markets.”
The course is designed to provide information and practical case examples that allow 
participants to assess market risk and opportunities. Executives from Hewlett-Packard, Microsoft, 
Norwest Bank and other companies that have succeeded at global trade in emerging markets will 
present their stories. Course speakers represent a range of high-growth fields, including banking and 
finance, law, communications, energy, technology, hospitality and agri-business.
“Presenters have been hand-picked for success in opening new markets from projected 
inception to on-the-ground implementation,” Sherman said. “These leaders have successfully 
initiated, negotiated and implemented ground-breaking deals in emerging markets around the world. 
They will profile successful projects, sharing how they were accomplished.”
Round-table discussions and strategic planning sessions will supplement the presentations.
The course is available for corporate executives and business administration graduate 
students. Students will receive three graduate credits after successfully completing pre- and post­
course work. For more information, visit the Montana World Trade Center Web site at 
http://www.mwtc.org or call (406) 243-6982.
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